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Services for marketing 
animals and milk
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What services do you need?
This Practical Guide describes the services that pastoralists need to market their 
animals, milk and hides effectively. It covers these services: 
• Market information. You need to know where to sell and what the price is.
• Financial services. You may need to transfer money, get a loan or insure your 
animals.
• Transport. You need to get your animals or milk to the buyer.
• Market facilities. You need a marketplace where you can meet the buyers and 
sell your product.
• Processing plants. You may want to sell your animals to an abattoir, your hides 
to a tannery, or your milk to a dairy. 
These services are often provided by the government, the private sector or a 
development organisation. But you can do some things yourself to get the services 
you need. You may even be able to provide the services yourself.
Market information
How much is the price for an animal? Are the roads safe? Will a particular trader be 
buying next week? Does the abattoir have a big order to fill? Has the ban on exports 
been lifted? Does the vet store have a supply of vaccines? 
The answers to such questions may make the difference between a regular day’s 
herding and a 200 km trek to the nearest market. 
What you can do
• Use your contacts. You can 
get information from friends 
and relatives or from traders 
you know and trust.
• Listen to the community 
radio. It may broadcast prices 
and other useful information. 
• Buy a mobile phone and 
use it to keep in touch with a 
contact in town who can tell 
you the latest prices.
• Set up a small cooperative 
to obtain, generate and 
exchange information.
Pastoralists have various ways – traditional and modern 
– to get marketing information.
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Financial services
Banks and other financial services are scarce in the drylands. Many people do not 
have cash: instead, they barter a goat for a bag of maize, or a pot of butter for some 
sugar. But that is not enough if you want to earn more from your animals.
What you can do
• Organise a production cooperative. Banks and microfinance institutions do 
not like to lend to individual pastoralists. But they may be interested in lending to 
a group. The group takes a loan, then lends out small amounts to its members. If 
one member cannot repay, the other members agree to do so. 
• Organise a savings and credit cooperative. You can organise your own 
savings cooperative. A group of people pay a small amount each week into a kitty. 
The kitty is then lent out to a group member who needs a loan. 
• Insure animals against drought. Drought is the biggest threat to pastoralists’ 
lives. Check whether there is a drought insurance scheme in your area. In such 
a scheme, you pay a small amount of money each year to cover your animals. If 
there is a drought, the insurer pays out to cover your losses. 
• Use mobile money. Get a mobile phone so you can use a mobile-money 
service (such as Safaricom’s M-Pesa in Kenya and other countries). This lets you 
send and receive money safely and quickly. 
• Use bus-courier services. Some bus companies offer a courier service to 
remote communities. Find out if your local bus company does so.
Pastoralists and traders find it hard to get loans, insurance and other financial services.
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Transport
Roads are bad, and lorries and trucks are few and battered. Many pastoralists herd 
their animals to market. They arrive thin and exhausted; many pick up diseases or 
die on the way. 
Milk is often carried warm, in unsanitary plastic jerry cans; it spoils quickly and can 
be transported only over short distances.
What you can do
• Truck, not trek. It may be better to load the animals onto a lorry rather than 
herding them all the way. That is more expensive, but the animals arrive in better 
condition and fetch more money. Choose a lorry that has partitions to keep the 
animals safe on the road.
• Organise a marketing group. Get together with other herders to sell your 
animals together. If you have enough animals to fill a lorry, you can bargain for a 
better price. With enough members, you may be able to hire or even buy your 
own lorry.
• Speed up milk delivery. The faster your milk gets to its destination, the better. 
Use a bicycle instead of carrying it on foot. Better still, use a motorbike instead of 
a bicycle. 
• Use aluminium cans to transport milk. They are easy to clean. Plastic jerry 
cans cannot be cleaned properly and the milk will go off more quickly.
• Move production closer to the market. Keep milking animals close to the 
milk-collection point. That will cut the cost of transport, speed delivery and 
improve quality.
The marketing of livestock products depends on suitable transport and other infrastructure.
4
Market facilities
There are too few livestock markets and milk-collection centres in pastoral areas, 
and they tend to have inadequate facilities and be poorly run. Many markets are 
merely places where producers and traders agree to meet to do business.
What you can do
Reorganise markets. Get together with other market users to decide how to 
improve the organisation of the market. Some suggestions:
• Build a fence around the market and post guards to improve security.
• Build latrines and washing facilities.
• Build holding pens for each type of animal.
• Provide troughs for feeding and watering.
• Build a loading ramp for lorries.
Ways to raise money to improve market services:
• Charge an entrance fee for sellers or buyers.
• Charge a fee for every animal sold.
• Charge lorries a fee for parking and loading.
To attract buyers and sellers – and to work efficiently – a marketplace needs fencing, water and 
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Dairies pasteurise and chill milk and turn it into products such as butter and ice 
cream. Abattoirs convert live animals into meat, sausages, fat and hides. Tanneries 
turn hides into leather. But such processing facilities are scarce in the drylands. 
The few dairies and abattoirs in pastoralist areas often get erratic supplies of milk 
and live animals. Production varies hugely from season to season, and may fall 
drastically during a drought. That puts the profitability and viability of the industry in 
question. It is in the pastoralists’ interest to maintain the industry – and keep their 
business customers.
What you can do
• Maintain a steady supply of raw materials. Contract to supply a certain 
number of animals or volume of milk on a regular basis. Agree with the abattoir 
or dairy on what amounts to deliver in the dry season. To keep up milk 
production at this time of year, you have to give animals extra feed and water.
• Attract an investor to set up a processing plant. Together with a group of 
other producers, you could approach a company, development organisation or 
the government to set up a processing plant in your area. You will need to show 
you can deliver a reliable supply of good-quality animals or milk.
• Start your own processing plant. Your group could set up your own 
processing plant. You will need to check the potential market, develop a 
business plan and get the funding, advice and skills required. Start small: a simple 
processing plant can be a useful outlet for your animals or milk.
Processing facilities do not have 
to be fancy to be useful.
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Getting the government to help
You can ask the government to help you get the market services you need:
• Make it easier to get market information.
• Make it easier to get loans and other financial services.
• Improve roads, markets and other infrastructure.
• Build new markets and feeding and watering facilities on key routes.
• Improve security in dryland areas and around markets.
• Encourage the private sector to establish new processing industries. 
• Involve pastoralists in planning and managing services.
• Provide training in hygiene, marketing and quality control.
You can get together with other producers and traders to lobby the government for 
support.
Individual producers can do little on their own. But together as a group, they can solve their own 
problems and get support from outside
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